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Wide-range, undistorted power 
gives Vicon Hearing Instruments their 
thrilling clearness 


When engineers see the Vicon technical data— 
specifications, response curves, etc. — they say, “Of 
course! Why didn’t someone do that before?” 


When people with hearing losses hear a demon- 
stration of Vicon instruments, they say, “Wonderful!” 


Advanced electronic technology by Vicon engin- 
eers has produced richness and beauty of sound never 
before thought possible in an electronic hearing in- 
strument. This means better hearing for more people. 


If your patients have not yet experienced the 
pleasure of hearing this magnificent instrument, they 
will want to do so. Because the Vicon dealer organiza- 
tion is not yet complete, dealerships are open to qual- 
ified, ethical dealers in many cities. Send the coupon 
below for complete information. No obligation, of 
course. 


CON), Inc. 125 Vicon Bldg., COLORADO SPRINGS, COLORADO 
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et’s say that someone made a 


public statement in your 
community that you felt left a 
distorted, even harmful impres- 
sion of the problem of the hard 
of hearing and the hearing aid 
dealers who try to serve them. 

What would you do about it? 

A few of us, unfortunately, 
would just shrug our shoulders 
and say that people will soon 
forget what was said and so 
there is no sense getting excited 
about it. 

Some of us would write to the 
officers of the SHAA, relying on 
their good judgment about what 
should be done. 

But how many of us, on our 
own, would endeavor to publicly 
answer the public statement? 

That was the course of action 
taken recently by H. C. Riddle, 
manager of Scientific Hearing 
Aid Co., of Denver, and SHAA 
members. 


a saw a syndicated ar- 
ticle in the Denver Post 
which gave what he believed 
was a distorted look at the com- 
petence of hearing aid dealers. 

The article was by Dr. A. J. 
Cracovaner, M.D., who was sin- 
cere, no doubt, but uninformed, 
Riddle felt. 

So, Riddle wrote a reply, tak- 
ing the doctor’s statements one 
at a time and commenting on 
them. The Denver Post printed 
Riddle’s answer under the head- 
ing “Trained to Aid the Deaf.” 
It is reprinted elsewhere in this 
issue of Audecibel. 

Riddle’s initiative and force- 
ful answer are to be commended. 
If it had not been for him hun- 
dreds of people in his commun- 
ity would have known only one 
side of the story. 

Riddle’s motive was to pro- 
tect the hard won reputations 
of himself and other dealers 
with the high ethical standards 
of the SHAA. 





B" here is a postscript that 
shows dramatically why 
both sides of the story MUST 
be put before the public and it 
is the duty of every SHAA 
member to do his part to see 
that this is done. We now quote 
from Riddle’s letter, written 
several weeks after both articles 
had appeared: 

“..a wholly unexpected de- 
velopment . . . A gentleman 
came to the office Saturday with 
one of our advertisements in his 
hand, informing us that he had 
read both articles and was so 
impressed that he decided we 
were the people to see; he pur- 
chased a hearing aid.” 

Each bit of misinformation 
about our industry must be an- 
swered if the public is to be left 
with a true impression of our 
work. 

There are a number of differ- 
ent ways this can be done, de- 
pending on the source and out- 
let of the misinformation. 

Don’t wait for “George” to do 
it. Pick what you think is the 
best means of answering. And 
then ACT. 
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Mallory Mercury Batteries 


Best Power for New 
Hearing Instruments 


Tiny hearing aids that are almost invisible and give wearers 
fantastic performance are one of the most important developments 
of the partnership of transistors and Mallory Mercury Batteries. 
Introduced and refined by Mallory, tiny, powerful mercury cells 
continue to set new standards of battery quality and performance 
... far longer shelf life . . . service life . . . steadier output... and 
low per hour operating costs. 


Mallory leads the way in furnishing practical, fade-free power for 
transistor hearing aids. The constant-voltage, constant current dis- 
charge of Mallory Mercury Batteries makes them the ideal power 
source for transistor circuits. You can recommend them with 
complete confidence. : 


Mallory Battery Company, Cleveland, Ohio 
A Division of 











A CERTIFIED HEARING AID 


AUDIOLOGIST 
ANSWERS 


a 


BACK 


The following letter was printed in the Denver Post in 
reply to a column that gave what the letter-writer believed 
was a false and unfair picture of the hearing aid dealer. The 
letter writer was SHAA member Harvey C. Riddle, manager 
of Scientific Hearing Aid Co. of Denver. He was answering 
a syndicated columnist, Dr. A. J. Cracovaner, M.D., of Belle- 


vue Medical Center, New York University. 


(See Editorial 


Page). The quotations from the doctor’s article to which 
Riddle is replying are set in bold face type. 


An article which appeared in 
the Denver Post on March 3, 
1958 titled “Bellevue Doctor 
Gives Advice on Purchase of 
Hearing Aids” has a sprinkling 
of good advice and a downpour 
of inadequate, inaccurate and 
derogatory statements. 

It’s true, there will be found 
in the hearing aid industry some 
unscrupulous persons the same 
holds true in many other fields, 
including the medical profes- 
sion. 

However, like other groups, 
the hearing aid industry of its 
own accord has attained an 
ethical level of operation that is 
commendable. 

The article not only reflects 
on an entire industry but also 
contains some rather question- 
able statements: 

“Not every hard of hearing in- 
dividual can use a hearing aid. 
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For instance, while a person is 
having difficulty hearing, the 
defect may not be great enough 
to warrant the use of a hearing 
aid. Amplifiers would increase 
the sound to such an extent 
that it would blow the patient’s 
head off.” 

Certainly, excessive amplifica- 
tion could be distressing, even 
damaging, but to my knowledge 
no head has yet been blown off. 

The competent hearing aid 
dealer does not fit a person with 
an excessively-powered instru- 
ment. 

Another statement from the 
doctor’s article: 

“Then too, the hearing aids 
can only amplify certain tones 
and if the defect is not in the 
tones that can be increased by 
the aid, the instrument would 
be useless.” ‘ 

“On the other hand, a per- 


son’s hearing may be so poor 
that no hearing aid would bring 
the hearing up to a level that 
would be useful.” 


Most hearing aid manufactur- 
ers offer instruments designed 
so the hearing aid dispenser can 
adjust the tonal response, the 
maximum gain and the satura- 
tion output. 


This provides for proper fit- 
ting of those who can benefit 
from an aid. 

Most hearing aid dealers have 
been thoroughly trained to ren- 
der such service. 


The doctor’s advise: 


“You must have a hearing test 
—an audiometric examination— 
not a whisper test or word test, 
but an examination that shows 
the exact amount of defect in 
each tone.” 


This is a rather surprising 
statement considering that all 
hearing centers utilize not only 
pure tone tests audiometer but 
also speech and word tests to de- 
termine speech reception thresh- 
old (SRT). 

The Harvard spondee and 
phonetically balanced word lists 
are often used with live or re- 
corded voice, either with the 
audiometer speech circuit with 
head-phones or by the free field 
method. 

This combination of pure-tone 
testing by air and bone conduc- 
tion and word tests also de- 
termines the degree of discrim- 
ination or articulation loss, the 
threshold of discomfort or pain 
and the type of loss. 

This information (together 
with other available data) tells 
whether to recommend medical 
treatment, a hearing aid, or 
neither. 


Were it not for the hearing 
aid dealers who pioneered and, 
yes, sold hearing aids, there are 
many who would not be hearing 
today. 


Cooperation between the med- 
ical profession, hearing clinics 
and hearing aid dealers will 
prove much more beneficial to 
the hard of hearing public than 
thoughtless derogatory remarks 
by members of any one of the 
groups. 
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the only maker of transistors for hearing aids that is 


Closely identified with the hearing aid industry 


Raytheon’s knowledge of hearing aid needs and problems is 
the result of intensive concentration on those needs and prob- 
lems for over seventeen years — first, to provide better, smaller 
tubes with lower and lower power requirements — then to 
pioneer hearing aid ftransistors and get them down to the 
tiniest size while retaining their high efficiency and reliability. 
Raytheon has always worked hand in hand with the hearing 
aid manufacturers to achieve the convenience, economy and 


dependability that is destined to attain the ultimate objective 





— hearing aids for everyone who needs them. 


Raytheon loyalty to the industry and those who serve it has 
' 
been clearly demonstrated over the years. Raytheon never 
| 
| 

has been in competition with hearing aid makers — never 


expects to be. 


It pays to standardize on Raytheon Transistors just as it has 


always paid to standardize on Raytheon tubes. 


RAYTHEON MANUFACTURING CO. 


Semiconductor Division 





® 
Excellence in Electonics 


BOSTON: 55 Chapel St., Newton 58, Bigelow 4-7500 * CHICAGO: 9501 Grand Avenue, Franklin Park, NAtional 5-6130 
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. .. fraternizes with Walter Met- 
calfe (center) and Dr. Maurice 
Miller (right) during the recent 
convention where Mr. Mynders 
gave the following address. 











s a member of the hearing 

aid industry for the last 
twenty years, I have been a 
purveyor of audiometers and 
auditory training equipment 
that are a part of the armamen- 
tarium of the otologist and 
audiologist, as well as a dis- 
pensor of hearing aids for the 
deafened individual. 


During those twenty years, | 
have watched the hearing aid 
industry grow to a point where 
we now are rehabilitating the 
hearing of over a quarter of a 
million people a year. I am 
proud of the accomplishments 
of our industry, and I am proud 
to have been a small part of 
that growth and development. 


It has been my privilege to 
observe the very beginnings of 
the hearing aid clinics from 
their inception as rehabilitation 
centers in armed service instal- 
lations, up to today when they 
are appearing in many metro- 
politan hospitals. It has also 
been my privilege to know and 
to work with many men and 
women who pioneered the hear- 
ing aid clinic concept. 


I would like to take this op- 
portunity to salute them and 
the many professional audiol- 
ogists who have followed in 
their footsteps for their contri- 





butions to auditory rehabilita- 
tion and hearing test proced- 
ures, such as the Physco Gal- 
vanic skin test, the Doerfler- 
Stewart test, the social adequacy 
index and the controlled speech 
evaluator — to name just a few 
which had at least their begin- 
nings among clinic personnel. 

For these contributions, I 
think we, in the industry, and 
hard of hearing people every- 
where, should thank them. If 
we can only find a way to pool 
our efforts and work together 
harmoniously for the greater 
good of the deafened public, it 
can mean a brighter tomorrow 
for the hard of hearing and 
everyone concerned with their 
welfare. 


However, the transition of 
the hearing clinic from a Fed- 
eral adjunct, concerned with 
the rehabilitation of deafened 
service personnel and the issu- 
ance of free hearing aids pur- 
chased by the government, into 
a public hospital service, dis- 
pensing advice for a fee on what 
hearing aid to purchase on the 
open market, has posed some 
knotty problems in economics 
and ethics. 


These difficulties are inher- 
ent in the present approach of 
the hearing aid evaluation 
clinic because: 

a 

FIRST: They create and 
foster in the mind of the hard of 
hearing public the idea that 
they have available all makes 
and types of hearing aids from 


which they will select the one 
best suited to a given individ- 
ual. In view of the fact that 
there are many, many hearing 
aid manufacturers listed with 
the Department of Commerce, 
and that some of these manu- 
facturers have as many as 12 
different models in their line, 
I think we can all assume that 
mo hearing aid clinic has avail- 
able all makes and models. Yet 
one of the most constant com- 
ments we receive, either when 
delivering a hearing aid order- 
ed by someone who has gone 
to a clinic, or from someone 
who is contemplating going to a 
clinic is, ““The reason I went, or 
am going, to X hearing aid 
clinic is that they have all 
makes and types of instruments 
available to make an impartial 
selection of the instrument best 
suited to me.” 


SECOND: The hearing aid 
evaluation clinic creates and 
fosters in the mind of the hear- 
ing aid dealer the idea that his 
equipment will be tried impar- 
tially upon all comers, to stand 
or fall on its performance rat- 
ing on each individual case re- 
ferred to the clinic. I think 
that we can all fairly assume 
that this is an impossibility be- 
cause time would not permit 
such a procedure, nor can we 
conceive of any hard of hear- 
ing individual sitting still long 
enough for such a procedure to 
be followed. As a matter of 


actual fact, many of the hear- 
ing aid evaluation clinics use a 
procedure that they refer to as 
“paneling.” This means that 
makes X, Y, Z, are tried on all 
persons scheduled for hearing 
aid evaluation today, and makes 
Q, R, and V, will be tried to- 
morrow; and A, B, and C, will 
be used the day after tomorrow. 
As a hearing aid dealer placing 
instruments on loan with a 
clinic using the paneling pro- 
cedure, you may consider your- 
self lucky if your instruments 
come up for consideration every 
third day, providing they are 
in good working order. If any 
instruments are suspected of not 
functioning properly, very 
rarely is the dealer informed. 
The offending instrument is 
usually relegated to the limbo of 
the forgotten man, and stays 
there until the dealer arrives 
to check his loaner stock. 


THIRD: The hearing aid 
evaluation clinic creates and 
fosters in the mind of the otolo- 
gist the idea that all hearing 
aid fittings are recommended 
only after an otological examin- 
ation. We know that it is en- 
tirely possible for Mrs. Jones 
to phone the audiologist in 
many clinics and to make an 
appointment for a hearing aid 
evaluation without prior med- 
ical referral. She is _ subse- 
quently amazed to discover that 
her “ear doctor,” who was the 
only doctor she saw, was a 
Ph.D. — not an M.D. 


W? grant that this miscon- 
ception is not deliberate, 
but sometimes the sins of 
ommission are greater than the 
sins of commission. This kind 
of misconception, however in- 
advertently it was allowed to 
occur, helps to undermine the 
proper doctor-patient relation- 
ship which is already under 
challenge by many of today’s 
trends — particularly when the 
incident occurs within a hos- 
pital whose procedures would 
seem to have medical sanction. 
However, aside from these 
seeming iniquities to the pa- 
tient, the hearing aid dealer and 
the otologist, they would pre- 
sent no insuperable obstacles if 
met forthrightly, with consider- 
ation for all concerned. 


+ me the biggest problem 
confronting clinic-dealer re- 
lations is economy. To most 
hearing aid dealers, a good hear- 
ing aid evaluation clinic is one 
from which he gets referrals 
that result in sales. To most 
clinical audiologists, a good 
hearing aid dealer is one who 
puts his instruments in his 
clinic on loan, and doesn’t ask 
too many questions about the 
modus-operandi from which the 
clinician derives his livelihood. 
Thus basically, for better or 
worse, the profit motive upon 
which our free economy is 
founded, must come up for con- 
sideration in any discussion of 
the current status of hearing 
aid evaluation clinics. 


< 








T= entire question of hearing 
aid evaluation clinics hinges 
upon one economic fact — the 
hearing aid industry provides 
free instruments on loan for the 
clinical audiologist to use in the 
performance of his professional 
services insofar as a hearing 
aid evaluation is concerned. If 
tomorrow all hearing aids on 
loan were withdrawn from all 
hearing aid evaluation clinics, 
there would be no hearing aid 
evaluation services available, 
excepting to wards of the Fed- 
eral Government, because the 
cost to any clinic of supplying 
itself with hearing aids that it 
would own and maintain would 
be prohibitive. Therefore, I 
think it is fair to say that the 
hearing aid evaluation clinic in 
its present status exists be- 
cause of the hearing aid in- 
dustry, and is a tribute to the 
accomplishments of the clinical 
audiologist in the fields of wel- 
fare and rehabilitation, on the 
part of the industry. I say this 
because the financial burden of 
investment born by the individ- 
ual hearing aid dealer, who 
buys his instruments for cash 
from his manufacturer, and the 
burden of the manufacturer 
who consigns his instruments 
directly or indirectly to the 
clinics, cannot be justified by 
reflected sales directly traceable 
to the clinics. Frankly, these 
investment costs must  ulti- 
mately be reflected in the price 
of the hearing aid, and passed 


(continued on page 14) 
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t was 1 p.m. and Mr. Hearwell 


was hungry. He took a hear- 
ing aid off his desk and looked 
at it a moment. It belonged to 
one of his clients, Lawrence G. 
Hills, who said it was defective, 
had a lot of static. 

Mr. Hearwell’s technicians 
had checked it, said to their eyes 
it seemed in perfect working or- 
der. It responded correctly to 
all the tests. 

Mr. Hearwell looked at it a 
moment. Then he fitted it into 
his ear and left the office for 
lunch. 

In the restaurant downstairs, 
Mr. Hearwell sat alone at a table 
in the center of the room. The 
place was crowded. He looked 
at the menu trying to decide 
whether to order a sandwich or 
the businessman’s special. 

Though it was only mildly 
noisy, the room sounded to Mr. 
Hearwell like a boiler factory on 
overtime. His hearing was nor- 
mal. But the hearing aid am- 
plified everything to an uncom- 
fortable degree for him. 

“T’m ready to take your order 
now,” said the waitress. Mr. 
Hearwell didn’t hear her under 
the heavy blanket of sound, even 
though she was beside him. It 
wasn’t until she said it a second 
time that he looked up. 

He ordered the sandwich. 

Finding the trouble with a 
hearing aid by actually wearing 
it was an art, not a science, Mr. 
Hearwell reflected as he waited 
for the order to arrive. 

Some of his hearing aid audio- 
logist friends could do it. Some 
of them couldn’t. 

Some of his friends in 
the manufacturer’s laboratories 
were skeptical. They doubted 
it could be done at all. 

But Mr. Hearwell had satis- 
fied customers to show that it 


Page 10 


MR.HEARWELLS 


COULD be done. Perhaps it 
was a matter of faith and long 
practice. He didn’t bother to 
wonder which. He was busy lis- 
tening. 

The sensation produced by a 
hearing aid and normal hearing 
compared nicely, he thought, 
with wearing magnifying glass- 
es while reading a book. 

But it was a useful art. Saved 
many hours of a technician’s 
time checking for a hard-to-find 
defect. Sometimes it saved the 
client the inconvenience of hav- 
ing his hearing aid sent back to 
the factory. 

Hearwell found he could tell 
by ear when a hearing aid 
responded better to one fre- 
quency than another, that some 
types of distortion could be 
heard, that many other faults 
showed up if you tuned your 
ear and listened. 

The waitress came with the 
sandwich. In setting it down, 
her arm bumped his shoulder. 
Static. Lots of static in the 
hearing aid. 

Mr. Hearwell waited until the 
waitress had gone. He slipped 
the instrument out of his ear 
and shook it slightly, then put it 
back in. 

“That’s it!” he thought. “It’s 
a loose connection in the ampli- 
fier. Odd that it didn’t show 
up when they had it apart.” 

Hearwell finished his sand- 
wich and went back upstairs, 
but he couldn’t help one last 
thought. 

“Tsn’t it peculiar,” he thought, 
getting on the elevator, “the 
man who repairs your car 
wouldn’t think of returning it 
without running the motor and 
test driving it. 

“But even in the scientific 
laboratories, a hearing aid is 
tested on all kinds of compli- 


cated machinery — but most of 
the time they never bother to 
‘test-drive’ the hearing aid. 


“Of course, it takes time to 
know what to listen for—just as 
it takes time for a hard of hear- 
ing person to learn how to hear 
with an instrument.” 








Wews Aout 
SHAA 








The Society of Hearing Aid Audio- 
logists is planning to offer a small 
booklet to its membership with the 
names and addresses of all members 
arranged geographically, just as they 
were in the February issue of Audeci- 
bel. This booklet will be just the 
right size to fit into pocket or purse 
and should be a handy reference 
when recommending users to other 
members in distant locations. 


If you are a member and find 
that your name was not listed or 
listed incorrectly in the February is- 
sue, may we urge you to call our at- 
tention to this as soon as possible so 
it will be correct in the soon to be 
published booklet. 


One member firm which was not 
listed in Maico Hearing Service, 1529 
Sherbrook Street West, Montreal 25, 
PQ, Canada. We are sorry to have 
overlooked this listing and assure you 
that it will be included in the booklet. 


The following firms have applica- 
tions for membership in the SHAA 
pending. There have been no certifi- 
cations during this period. 


Applicants pending: 


Robert H. Ackerman, South Bend, Indiana. 
Howard A. Baxter, Utica, New York. 
Mrs. Prisca Bonsteel, Louisville, Kentucky 
Allan H. Brownfield, Orlando, Florida. 
Keith B. Campbell, Dallas 1, Texas 
Charles N. Conte, Providence, Rhode Island. 
Nadyne E. Gulnac, New Castle, Pennsyl- 

vania. 
Eugene Hellinger, Los Angeles, California. 
Mrs. Koch Horning, Inglewood, California. 
Donald J, Hosfeld, Toledo, Ohio 
Lawrence C. Ingles, Toronto, Ontario. 
William A. Jewell, Ossining, New York. 
Dean L. aon Jefferson City, Missouri. 
John L. Lyons, Peoria, Illinois. 
Bianca L. Maiello, Providence, Rhode Island. 
Frank N. Pascal, Youngstown, Ohio. 
Ciarence J. Rober, Pittsburg, Pennsylvania. 
Edythe J. Sackett, Rapid City, So. Dakota. 
Fred J. Sackett, Rapid City, So. Dakota. 
Carl Schwankhaus, Louisville, Kentucky. 
Helmuth Soldwisch, Toronto, Ontario. 
Thelma B. Sprague, Monterey, California. 
Loren L. Stevens, Tampa, Florida. 
Phillip Eh age St. Paul, Minnesota. 
L. R. aldron, Warren, Ohio. 


Firms Pending: 

Beltone Hearing Service, Jefferson City, Mis- 
souri. 

Beltone Pittsburgh Company, Pittsburgh, 
Pennsylvania, 

California Hearing Service, Los Angeles, 
California. 

National Hearing Associates, 
Rhode Island. 
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EARETTE 


@ Curved and anatomically curved to fit either ear 
®@ No dangling cord 

@ Choice of 8 receivers 

@ Finger-tip volume control and “‘off-on"’ switch 

@ 55 db gain 


ale Vow 


TONEMASTER 










HEARING AIDS 


smaller—more 

compact—more 
powerful than 

ever before! 


Medget Onda 


EARETTE 





No button in the ear 

Weighs less than 2 ounce 

Curved and anatomically tapered to fit perfectly 
48 db gain 

Hugs ear securely—no wobble 





Here are two all-new midget hearing aids so tiny they 
fit comfortably behind either ear, both pick up sounds 
right at ear level—the natural place to hear. Allows free- 
dom of movement never before possible. Both have pow- 





NATIONALLY ADVERTISED 

Magazines—The most extensive advertising in our history is 
now in progress, leading off with the Saturday Evening Post. 
Television—Featured weekly on NBC Network with promi- 
nent local dealer mention made each week. 
Newspapers—Weekly schedules carried out at local market 
level mean high volume dealer sales. 
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erful circuits—enough even for very severe losses. There 
are no dangling cords or heavy amplifiers . .. no clothing 
noisé either. Both hearing aids are available in flesh and 
three colors to blend with any hair style. Inconspicuous 
on men, completely concealed on women. 


SEVERAL SELECTED TERRITORIES AVAILABLE 


Here is your opportunity to get in on Tonemaster volume prof- 
its ... the hearing aid company that revolutionized an industry 
in four years. We need outstanding dealers—just as you need 
an outstanding product to sell. Write us today. Let’s put the 
combination together for increased profits! 


Your inquiry is cordially invited. All communications 
will be held in strict confidence. 


MANUFACTURING COMPANY 


| 128 sour Monroe » PEORIA, ILL. ¢ PHONE 6-0871 


< 
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(Reprinted from 





DeROY STEVENS ... 


The Free Press, Colorado Springs, Colo.) 


scholar, counselor film librarian, 


lithographer and without the aid of sound now finds a 
a new world open to him as he discovers the new 
sterephonic aid. 


Don’t shed your tears for De- 
Roy Stevens who has fought 
his way back to the world of 
words. 

He doesn’t need ’em. 

He was born in Longmont, a 
normal, healthy, bouncing baby 
boy. 

But the fates conspired. He 
became seriously ill at the age 
of two. But no one realized 
how seriously he was stricken 
nor what the heart-breaking 
aftereffects would be. 

Young DeRoy became almost 
totally deaf following his ill- 
ness. His plight, of course, was 
serious: He had scarcely begun 
to talk when illness struck, rob- 
bing him of his hearing. 

Later it was decided he should 
be placed in the Colorado School 
for the Deaf and Blind. Through 
the years young DeRoy worked 
hard at mastering lip-reading 
and the task of speaking. 

He was graduated with high 
honors several years ago. 

However, Stevens had so dis- 
tinguished himself as a scholar 
he was asked to stay on at the 
school, serving as a counselor 


for older boys. He remained 
4l4 years. 

Then he strolled into the 
world of private business, tak- 
ing a job with the Alexander 
Film Co. here. He spent several 
busy years with this interna- 
tionally-known film _ concern, 
working as a film librarian. 

However, other things were 
happening in the meantime: He 
got married. His bride was a 
gym instructor at the D&B 
School. They were married 
nine years ago. 

Today Mrs. Charlotte Stevens 
still is at the D&B School, 
though now she teaches third 
and fourth year blind students. 

On April 1 of this year Stev- 
ens went to work for the Deits 
Brothers Camera firm at 119 E. 
Pikes Peak Avenue. 

He’s learning the art of lith- 
ography. 

“T love the job,” Stevens said. 
“The work is fascinating. And 
I believe it guarantees an inter- 
esting future.” 

“And he’s doing an outstand- 
ing job for us,” said Chris Deits, 
co-owner of the firm. “He works 







very hard and he seems deter- 
mined to become the best litho- 
grapher we’ve ever had.” 

Stevens underwent an ear op- 
eration in February, performed 
by Dr. Frank S. Forman. To- 
day the ear probed by Dr. For- 
man is catching sounds it never 
caught before. 

Nonetheless, Stevens’ hearing 
was so heavily impaired by his 
childhood illness that today he 
wears a hearing aid in each ear. 
These aids — new stereophonic 
Vicon models produced in Colo- 
rado Springs — have enabled 
Stevens to hear words for the 
first time since he was too 
young to know what words 
meant. 

When not laboring over 
lithography, Stevens likes to go 
skiing with his wife. He also 
likes to click the shutter of a 
camera, capturing forever a 
scene that strikes his fancy. 

He has worked his own way 
through ‘the long valley of sil- 
ence to the richer world of words 
and music. 

Bring on the Beethoven and 
Borodin. 





Page 12 


AUDECIBEL — APRIL 1958 





First of a series... 





Grouped around Mr. Baldwin (seated), Manager of Otarion Listener Center of Char- 
lotte, North Carolina, are his staff: William Phillips, Ernest Poston, Louise Hart, 
Robert Ball, Mrs. Clyde Baldwin, Howard Shinn. At the right is Don Beeler, special 
assistant to the president, Otarion Listener Corporation, showing the new Otarion 
combination pure tone and speech Audiometer with stereophonic tester. 


Veteran Hearing Aid Distributor Proud to be with Otarion 


“We have a product in The Listener that gives 
greater user satisfaction than ever before,” 
writes Mr. Carl J. Baldwin. 


Listener across to the public in the country’s 
leading media and the caliber of men we have 
been able to attract to our staff through the high 
standards you have set for product, training 
methods for those in the field, and for the fine 


Mr. L. E. Rosemond, President 
Otarion Listener Corporation 
Ossining, New York 


relationships between manufacturer and dis- 
tributor. 


Sincerely yours, 





Carl J. Baldwin, Manager 

We have just celebrated our third anniver- 
sary as distributors for the Otarion Listener 
Corporation in the State of North Carolina. 

I have been in the hearing aid business for 
a period of twenty-one years. Two members of 
my staff have been active with me in the busi- 
ness for twenty-one and sixteen years, respec- 
tively. Throughout these years it has been the 
objective of our organization to provide the 
people of North Carolina with the finest and 
the most dependable hearing services that were 
available. 

We now have a product in the Listener that 
gives user satisfaction such as we have never 
had before. 

We have great pride in representing an or- 
ganization whose top men have a real back- 
ground and knowledge of basic things so impor- 
tant to our work in the field. 

We are greatly impressed with the manner 
in which you are getting the full story of the 


Otarion is indeed proud of the people who make 
up its growing distributor organization. These 
men and women have found in The Listener—and 
Otarion’s complete line of hearing aids—products 
worthy of their best efforts. And, in the Otarion 
organization, they are at all times assured of a 
complete understanding of their problems. If 
you would like to learn more, contact Leland 
Rosemond, President, Otarion Listener Corpora- 
tion, Ossining, New York. 


Haron Lister 


COCO FR PORATION 
OSSINING, NEW YORK 
Serving the hard of hearing since the 1930's 

















on to the consumer. Also in 
the field of economics, I would 
like to point out that many hos- 
pital administrators feel that 
the hearing aid evaluation clinic 
places a financial burden of 
overhead, encompassed in floor 
space allocated, additional per- 
sonnel, and in equipment and 
facilities, which is out of all pro- 
portion to the income derived 
therefrom by the institution in 
which they are housed. 

nd finally, still in the sphere 

of economics, if the clinic 
theory is true that there is one 
best instrument for every indi- 
vidual, and all clinics could con- 





Encountering New Earmold 
Problems With Hearing Aid 
Glasses? ? ? ? 


MANY DEALERS ARE - - 
AND ARE FINDING 
A SOLUTION WITH Mid-States 


SOFTEX and NUTEX EARMOLD 


SOFTEX and NUTEX EAR- 
MOLDS have swept the nation 
used conventionally — Now ap- 
plied to hearing aid glasses, 
SOFTEX and NUTEX EAR- 
MOLDS are proving THE AN- 
SWER to close acoustical seal 
with comfort to the user. 


SOFTEX and NUTEX were de- 
veloped by hearing aid people 
for hearing aid people. 
CHARTER MEMBERS: 


Hearing Aid Industry 
Conference, Inc. 








“The QUALITY Earmold Facility” 
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The Present Status of 
HEARING AID Evataatéon CLINICS 


(continued from page 9) 


cur in their judgment, only 
these instruments would be 
sold, all others would go out of 
business for lack of referrals in 
direct contradiction of our prin- 
ciples of free and open compe- 
tition. Such a situation could 
only redound to the final detri- 
ment of the hard of hearing 
public, both in dollars and cents, 
because without competition 
prices would soar, and in elec- 
tronic development, because 
without competition, there 
would be no great urge to “build 
a better mousetrap.” In sum- 
mation, I would like to say that 
as a hearing aid dealer, I am 
cooperating with every hos- 
pital, university, state and fed- 
eral hearing aid evaluation clinic 
in my territory. Even though 
we may disagree on certain 
principles involved in the pres- 
ent status of clinics, we are 
friends and each has mutual 
respect for the opinions of the 
other. It is my opinion that 
much of the bewilderment and 
perplexity that confronts a 
prospective hearing aid pur- 
chaser can be traced many 
times to a statement by his 
otologist — “Go out and get a 
hearing aid, and I suggest that 
you try several before you buy.” 
The hearing aid evaluation 
clinic is the net result of that 
oft repeated statement. 


= this discomfited in- 
dividual, who faces the pros- 
pect of trying 117 different 
hearing aids, with one to whom 
his otologist has said in a posi- 
tive manner — “Go to Mr. X’s 
office and have him fit you with 
a hearing aid.” In this person’s 
mind there is no confusion, no 
bewilderment, no fear of mak- 
ing the wrong decision. In- 


stead, there is affirmation in 
his approach to the hearing aid 
fitting, based on his confidence 
in his otologist’s knowledge of 
his problem. In our local ex- 
perience, this patient adjusts to 
his aid more readily and thor- 
oughly because of his basic 
faith in his doctor, and result- 
ing confidence in his hearing 
aid consultant whose job just 
begins when he sells that hear- 
ing aid. The doctor’s stature in 
people’s minds is properly a 
lofty one, and a patient is 
greatly influenced by his recom- 
mendations. Therefore, where- 
ever and whenever possible, this 
recommendation should be a 
precise one, eliminating any 
hesitation on the patient’s part, 
and setting him on the road to 
overcoming his handicap as 
expeditiously as possible. 
TT fitting of a hearing aid is 
an art, not an exact science. 
There are many good hearing 
aids on the market. However, 
no hearing aid is any better 
than the ability of the local dis- 
pensor to achieve optimum re- 
sults from the equipment at his 
disposal, and to maintain the 
otologist’s and audiologist’s con- 
fidence by extending himself 
completely for the welfare of 
the patient. 
pons: I look forward to the 
day when the hearing aid 
evaluation clinic, as we know it 
now, shifts its emphasis from 
equipment to personnel, and 
makes its recommendations to 
an individual, not to a brand 
name—and when we in the hear- 
ing aid industry will judge a 
clinic, not on the number of re- 
ferred sales that we receive, but 
on the contributions of that 
clinic to research, rehabilitation 
and welfare. 

The longest journey begins 
with the first step. The fact 
that today we are discussing 
openly and frankly the differ- 


_ ences of opinion that honestly 


exist between the clinics and 
the hearing aid industry, is a 
first step toward better under- 
standing that will create a more 
wholesome atmosphere in which 
the hard of hearing cannot help 
but benefit. 
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MAICO FRANCHISE MORE VALUABLE 
THAN EVER IN HEARING INDUSTRY 


Maico Dealers everywhere 
are breaking sales records 


with new 1958 


Sales Tested, Slender 


MAICO 
HEARING 
GLASSES 


To reach peak profits with a hearing instrument dealership, two things are 
needed most—top quality manufacture and a completely rounded, tested 
sales promotion. program. Maico Dealers have both! In the hearing aid 
field, the name Maico is synonymous with quality and leadership. In 
dealer support, Maico goes all out. Maico Dealers reach peak profits by 
following the Maico plan. Why not let the sales tested Maico Franchise be 
your key to peak profits! Write Earl G. Peterson, Maico Electronics, Inc. 
for full information and franchise availabilities. 





MAI co ELECTRONICS, INC.,, ROOM 90 B, 21 NORTH THIRD STREET, MINNEAPOLIS 1, MINN. 
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